Entrepreneurs that voluntarily choose to start a business because they are able to identify a good business opportunity and act on it -opportunity entrepreneurs-are different in distinct dimensions from those who are forced to become so because of lack of other alternatives -necessity entrepreneurs. Relying on a unique dataset covering a wide array of characteristics, including cognitive, non-cognitive skills and managerial practices, for 10,000 female entrepreneurs in Mexico, we aim to understand the role of heterogeneity of micro-entreprenurs over firm performance focusing on a specific criterion: the reason for opening their business. We document significant differences on many dimensions between these two groups, most importantly in terms of profitability, management, cognitive and non-cognitive skills. At the same time, using a discriminant analysis in order to find the combination of variables that best distinguish these two groups, we show that within the group of necessity entrepreneurs, about a third of them look like opportunity ones, according to their observable characteristics. Given that the definition of opportunity (necessity) entrepreneur is clearly endogenous, in addition to the descriptive analysis, we use an instrumental variable approach to identify the causal effect of being opportunity versus necessity on profitability and management performance. Being an opportunity entrepreneur is instrumented with the state GDP growth in the same year that her business was set up. Our results confirm that businesses led by opportunity entrepreneurs are significantly more profitable and better managed than those led by necessity ones.
Introduction
Support programs for micro-businesses have become increasingly common in developing countries in recent years for at least two reasons: first, micro-enterprises employ a substantial fraction of individuals in these economies (about 47 percent in Mexico ); and second, despite their prevalence, the majority of these micro-enterprises tend to stay small and have low productivity. However, the impact of such programs many of which provide business grants, training or a combination of both has been mixed at best. This raises the question about whether these impacts depend on characteristics or attitudes of the entrepreneur, which can be identified and measured for better targeting. In fact, some existing evidence suggests that, even though the mean effects of business training might be small and not significant, greater returns are concentrated in high-potential entrepreneurs, who are the most likely to adopt better entrepreneurial practices and earn higher profits after training (Calderon et In this paper we aim to better understand the role of opportunity and necessity on firm performance. Are there specific characteristics that consistently differentiate those who choose to be so because they are able to recognize and act on good business opportunities, from those who become and remain entrepreneurs because they are unable to find a suitable paid job? If so, how could we classify opportunity vs necessity micro-entrepreneurs? Does facing a better chance to open a business that is not correlated with the social or cognitive skills causes a significant difference in the entrepreneurial performance? These are the questions we aim to answer by using a unique dataset which provides detailed information on business outcomes, access to credit, cognitive and non-cognitive skills for a large sample of female micro-entrepreneurs in selected urban areas in Mexico. These data come from the baseline survey for the evaluation of a large business training program implemented by the Ministry of Economy and the NGO CREA, for female entrepreneurs in Mexico, Mujeres Moviendo México.
We define opportunity and necessity entrepreneurs according to the reason for opening their business. This variable is self-reported by the entrepreneur, but we show that it is positively correlated with better business outcomes, like profitability and management practices.
Our measure of opportunity is also correlated with higher measures of cognitive ability and some of non-cognitive abilities that are key for business performance. In addition, we observe that opportunity is one of the variables that show a higher correlation with various measures of performance.
Given the large heterogeneity within the group of necessity entrepreneurs, we use a discriminant analysis approach in order to identify those necessity female entrepreneurs that behave as opportunity. We aim to pin down some observable characteristics that allow to identify within the necessity entrepreneurs those that most resemble to opportunity ones.
Discriminant analysis is a technique of species classification that has been used before by de Mel, McKenzie and Woodruff (2010) to compare self-employed workers, wage workers and small and medium enterprise owners in Sri Lanka.
Finally, by using an instrumental variable approach, we aim to uncover how the performance of micro-entrepreneurs differs when they face an exogenous shock that pushes them to start a business acting on opportunities rather than being forced to become a self-employed in order to meet their needs. The GDP growth in the state and at the time when the business was opened is used as an instrument for our measure of opportunity.
Our results suggest that starting a business because of opportunity is correlated with a substantial better performance. An exogenous shock that leads a female micro-entrepreneur to act on opportunity is as important as other observable characteristics that are highly correlated with performance, such as cognitive and non-cognitive skills. Further, based on our discriminant analysis we find that business practices, education and non-cognitive skills are the main characteristics discriminating opportunities vs necessity entrepreneurs, with business practices being the most important and robust characteristic.
The relevance of our findings from a policy perspective is twofold. First, as mentioned before, identifying the observable characteristics that define opportunity entrepreneurs allows for a better targeting of business support programs, which can be focused on those entrepreneurs with the highest growth potential. This by no means implies disregarding necessity entrepreneurs. On the contrary, if some low-potential entrepreneurs are keeping open their unproductive micro-enterprises for lack of opportunities or skills to join the salaried workforce, they might be better served by interventions that helps them realize their low business performance and support their transition to salaried employment. Second, the fact that our analysis focuses on female entrepreneurs is also of great interest given that their businesses seem to be at a particular disadvantage when trying to scale-up. For instance, in Latin America, micro-firms led by women have been found to have an even smaller size and lower productivity, compared to those led by men (Bruhn, 2009 ). Thus, the evidence provided in this paper can be readily applied to those in more need of targeted support.
Data
Our data comes from a baseline survey conducted in 2014 in eight urban areas in Mexico:
Aguascalientes, Dolores Hidalgo, Irapuato, León, Mexico City, Querétaro, San Juan del Río and Toluca. This survey is part of a randomized-controlled trial to evaluate the impacts of a large-scale business training program for female micro-entrepreneurs. For the sampling design, a number of census tracks (called AGEBs by the Mexican Statistical Institute, INEGI) with relatively high concentration of commercial activity were chosen. The questionnaire was applied at establishments only to women who are business owners or partners, i.e. who take managerial, financial and marketing decisions, and whose firm has less than or equal to 5 employees or sales that are less than 4 million Mexican pesos per year (which is the definition of a micro-enterprise). Fixed and semi-fixed stands on the street, and dwellings in which the woman was found selling or producing something (or had a sign indicating so) also qualified as establishments. Figure 1 shows the distribution of daily profits for our Female Microentrepreneurs Survey and the same distribution for the ENAMIN survey (National Survey for Micro-firms in Mexico) which is a representative sample at the national and state level of Mexican Micro-entrepreneurs. The kernel density daily profits distribution of our sample is considerably similar to that observed from the ENAMIN sample at the national level.
Our survey has information on a broad range of variables: sociodemographic characteristics, current and initial business characteristics, business outcomes (sales, profits and costs), managerial practices, cognitive and non-cognitive skills of the entrepreneur, access to credit, growth expectations and obstacles, among others. The final sample consists of 10,275 female micro-entrepreneurs. To our knowledge, our survey is the first one measuring both cognitive and non-cognitive skills for such a large sample of micro-entrepreneurs in Mexico. Table 1 in the appendix provides a broad picture of our overall sample by showing descriptive statistics for the characteristics of businesses and entrepreneurs. Excluding outliers, identified as those entrepreneurs in the top top 1% of the profits distribution,on average, micro-entrepreneurs in our sample are 45 years old and have 8.6 years of schooling, which corresponds to some secondary education. About 14 percent of them are classified as poor , which is very low, but consistent with the fact that they are in urban areas. The mean value of the capital in their business is $19,300 pesos (∼ 1378 USD), but the median capital is much lower ($8000 pesos, ∼ 571 USD). Mean age of the business is 107 months (about 9 years) and the median is 60 months (5 years). In addition, about 25 percent of businesses have been operating for 12 months or less, so a sizable portion of our sample is comprised by relatively young firms. Most female micro-entrepreneurs in our sample are self-employed, at least 75 percent have no other employees besides the entrepreneur herself.
Regarding sector of economic activity, approximately 62 percent of the businesses in our sample are in the retail sector, 33 percent in services, and only 5 percent in production. Mean daily profits are about 5.4 times the daily minimum wage in Mexico (MW= to 65.6 pesos in 2014), and median profits are about 2.3 times the minimum wage. These averages though hide a very large heterogeneity as the profits of those entrepreneurs in top quartile are four times those of the entrepreneurs in the bottom quartile.
There is considerable heterogeneity within our sample. The median value for self-reported daily profits is $150 pesos, while the maximum values observed on this variable (excluding the top 1% outliers) is more than 18 times larger. In terms of the distribution of the value of capital for these firms, we observe that the 75th percentile is 57.5 times larger than the 25th percentile firm which capital value is around $400 pesos.
In order to better understand the underlining drivers of this heterogeneity we focus on the differences between opportunity and necessity entrepreneurs focusing on four groups of characteristics: (i) Business performance measures; (ii) business practices; (iii) characteristics of the business and the entrepreneur; (iv) cognitive skills; and (v) non-cognitive skills.
The main outcome variables used in order to determine the differences between necessity and opportunity are measures of performance: (i) self-reported measures of weekly profits and (ii) composite business practice score (CBP score). Weekly profits are self-reported by the entrepreneur. CBP score is an index that measures how well entrepreneurs in our sample manage their business and is constructed considering measures of marketing, keeping stock, record keeping and financial planning, following Fafchamps and Woodruff (2014) .
To identify the mechanisms that drive the difference in measures of performance between opportunity and necessity entrepreneurs, we analyze a random shock in the economy that enhances growth and three main groups of of observable characteristics: (i) business practices;
(ii) characteristics of the business and the entrepreneur; (iii cognitive skills, and (iv) noncognitive skills.
As business characteristics, we use age of the business and the entrepreneur, the fraction of business with one or more workers (excluding the entrepreneur) and monthly salary expenses. We use the three measures of cognitive skills we have in our survey: Raven test, digit span recall test and years of schooling. For non-cognitive skills, we look at 13 measures personality traits that have been analyzed before in the entrepreneurship literature: the big five (agreeableness, conscientiousness, extraversion, intellect/ imagination and neuroticism), impulsiveness, locus of control, willingness to take risks, self-confidence, self-efficacy, optimism, self-satisfaction and trust. All the scores of the business practice index, cognitive tests and the individual non-cognitive skills are converted to standardized measures.
We classify the entrepreneurs in our sample as opportunity or necessity ones according to the reason for opening their business. If the micro-entrepreneur established that she opened her business because (i) she wanted to become independent, (ii) because she had money and found a good business opportunity or (iii) because she wanted to practice her major or career profile. Approximately 21 percent of our whole sample was classified in this category.
Conversely, necessity entrepreneurs are those who started their business because they could not find a well-paid or suitable job and needed a source of income -70 percent of our sample was classified in this category. Our survey also captures women who started their business out of family tradition or other reasons, but we exclude these observations from the analysis.
We are left with a sample of 8,949 entrepreneurs (1,888 classified as opportunity and 7,061 as necessity). Figure 2 of the appendix shows the kernel distribution of logarithm transformation of weekly profits. The distribution of the opportunity entrepreneurs is left skewed compared to the distribution of the necessity ones. As shown in Table 2 of the appendix, according to this definition and excluding the entrepreneurs that started a business because of family tradition, 21 percent of the businesses in our sample were started out of opportunity, whereas the remaining were started out of necessity.
For the empirical analysis, we first report the means of the variables for business performance and characteristics, and the cognitive and non-cognitive skills of the entrepreneur, breaking the sample into opportunity and necessity entrepreneurs. We also report the results of tests of differences in means to provide some descriptive evidence on whether these two types of entrepreneurs look different according to key indicators of performance and skills.
As a second step, we estimate a logistic regression for the probability of being an opportunity entrepreneur on the same characteristics included in the descriptive analysis. This intends to provide additional evidence of the correlations between those characteristics and the dependent variables, when they are all included at once. The third step is to use discriminant analysis to find the combination of variables that best distinguishes opportunity from necessity entrepreneurs. Finally, given that being an opportunity entrepreneur is potentially endogenous, we use and instrumental variable approach to estimate the effect of this variable on the profitability and management of the business.
Descriptive analysis
To compare entrepreneurs who report having opened their business out of opportunity and necessity in our full sample, Table 3 shows the means and the test for differences in means, for our variables of business performance and characteristics, and cognitive and noncognitive skills. Regarding business performance, mean weekly profits and sales are higher for opportunity than for necessity entrepreneurs and the difference in means is statistically significant at any conventional level. Mean weekly sales per worker are also higher for opportunity entrepreneurs, but the difference is not statistically significant, probably because, as shown below, those entrepreneurs have a significantly larger number of workers. Opportunity entrepreneurs also have a higher composite business practice score, compared to necessity ones, and the difference is statistically significant. In conclusion, the opportunity entrepreneurs have both better performance and are manage their businesses significantly better. Regarding other characteristics of the business and the entrepreneur, opportunity entrepreneurs are 4 years younger than necessity ones on average, and their businesses are about 13 months younger. About 32 percent of opportunity entrepreneurs have at least one worker or more, whereas only 23 percent of necessity ones do. As a result, opportunity entrepreneurs have about double the salary expenses per month compared to necessity ones. All these mean differences are statistically significant. The next panel in Table 3 shows that, compared to necessity entrepreneurs, opportunity ones also have higher mean cognitive skills, measured as standardized scores for the Raven and digit span recall tests, and 1.5 more years of schooling.
The mean schooling for opportunity entrepreneurs (9.8 years) corresponds roughly to having finished secondary school and having the first year of high school, whereas the mean for necessity ones (8.25 years) corresponds to incomplete secondary school. Once again, all these mean differences are statistically significant. The last panel in Table 3 shows the mean difference in non-cognitive skills between the two groups of entrepreneurs. Opportunity entrepreneurs seem to have statistically significant higher mean scores for locus of control, impulsiveness, self-confidence, self-satisfaction, willingness to take risks, optimism and their attitude towards business growth, compared to their necessity counterparts. It is important to note that selfconfidence, self-satisfaction, the willingness to take risks and optimism are precisely the traits that have the highest positive correlation with profits, according to the descriptive note by Calderon, Iacovone and Juarez (2015). Conversely, opportunity entrepreneurs have significantly lower scores than necessity ones for extraversion, conscientiousness and self-efficacy.
Both types of entrepreneurs do not seem to differ significantly in other personality traits, like agreeableness, neuroticism, intellect/imagination, and their attitude towards trust. Tables 4 and 5 show a similar comparison between opportunity entrepreneurs and subsamples of the top and bottom 25 percent in daily profits for necessity ones, respectively. The idea is to compare the best and worst-performing necessity entrepreneurs with opportunity ones.
In Table 4 , the top-quartile necessity entrepreneurs seem to outperform opportunity ones in terms of mean profits, sales and sales per worker, and the differences in these measures are statistically significant. The mean difference in the composite business practice score between these two groups is small and not significant, implying that the best-performing necessity entrepreneurs manage their business similarly to opportunity ones. As in the full sample, opportunity entrepreneurs have younger businesses (21 months) and are also younger themselves (1.5 years) than top necessity ones. However, they are less likely to have at least one worker or more, and have lower salary expenses per month. Another pattern that seems to be reversed in Table 4 , compared to the full sample in Table 3 , is that top necessity entrepreneurs have higher cognitive abilities than opportunity ones, even though they have 0.6 years less education. , but the mean differences are significant at 10 percent only. Regarding non-cognitive skills, we find no statistically significant mean differences between the two types of entrepreneurs, except for locus of control, which favors opportunity ones, willingness to take risks and self-satisfaction, which favor top necessity ones. In summary, comparing top necessity entrepreneurs with opportunity ones yields less pronounced differences, and in some cases, such differences suggest that top necessity entrepreneurs have better performance and skills than opportunity ones.
In Table 5 , we compare the same sample of opportunity entrepreneurs with necessity ones in the bottom quartile of daily profits. As would be expected, the mean differences obtained for the full sample in Table 3 are amplified and many of them become even more statistically significant. Opportunity entrepreneurs have higher mean profits and sales, have better cognitive and non-cognitive abilities, and have more years of education, compared to the bottom necessity ones. Tables 3, 4 , 5 show important differences in the observable characteristics of opportunity and necessity entrepreneurs, but also suggest that some of this latter group might in fact have the potential for growing and becoming more successful. To measure the correlations between the characteristics in previous tables and the probability of opening a business out of opportunity, in Table 6 we report the results from logit regressions. We include as regressor the CBP score, the age of the business and the entrepreneur, their salary costs, their cognitive and non-cognitive skills. These regressions do not have causal interpretation, but allow us to look more closely at the mere correlations between the probability of being an opportunity entrepreneur and these variables, when all of them are included at once. We use all the observations of opportunity entrepreneurs for estimation in all columns and we vary the subsample of necessity ones. We include all necessity entrepreneurs in column 1; only the first quartile of daily profits in column 2; only the second quartile in column 3 and so on. Table 6 shows that, after controlling for characteristics of the business and the entrepreneur, the correlation of the management score with the probability of being an opportunity entrepreneur is always positive and statistically significant, except for the last column, where we compare opportunity entrepreneurs with the top necessity ones. This is consistent with the evidence for this variable in Table 4 . The patterns for business characteristics somewhat resemble those for mean differences in Tables 4 and 5 . Opportunity is negatively correlated with the age of the entrepreneur and the monthly salary expenses, except for the two top quartiles of necessity, as is the age of business in three out of five columns. Regarding cognitive abilities, the Raven test score seems to have a negative, and sometimes statistically significant, correlation with opportunity, once other characteristics are included in the estimation, whereas the digit span recall test score has no significant correlation. The results for these variables differ from the patterns shown in the mean-difference tables. Conversely, years of schooling has a positive and statistically significant correlation with opportunity in all columns. In the bottom panel of Table 6 , most measures of non-cognitive skills seem to have no statistically significant correlation with opportunity. Some positive correlations are found for extraversion, locus of control self-satisfaction, and attitude towards growth; negative correlations are only found for the willingness to take risks in columns 4 and 5.
As mentioned before, to complement the descriptive analysis presented so far, we use discriminant analysis to find the combination of variables that best distinguishes opportunity from necessity entrepreneurs, and then use the estimates to predict whether a given observation belongs to opportunity or necessity. Table 7 presents the results for our full sample of both necessity and opportunity entrepreneurs, and then for different quartiles of necessity ones as before. We also vary the set of characteristics that are used to separate entrepreneurs into different species. The last two columns of Table 7 show that, when including all the explanatory variables we have used in our descriptive analysis together, our model would classify 42 percent of the entrepreneurs as opportunity, whereas only 21 report themselves as being so (see Table 2 ). This is because some entrepreneurs who report themselves as necessity, are in fact more similar to opportunity ones, according to the discriminant analysis. In the second column of the first panel, about 63 percent of necessity entrepreneurs are correctly classified as being so, which means that the remaining 37 percent "appear" like opportunity ones.
The second column of Table 7 , from the second to the bottom panel, shows that 74 percent of necessity entrepreneurs in the bottom quartile of profits are correctly classified as being so by the discriminant technique, whereas only 49 percent are in the top quartile. In addition, the percentage of necessity entrepreneurs correctly classified as such decreases monotonically with the profits quartile. This confirms that, as shown in our previous descriptive analysis, high-performing necessity entrepreneurs are very similar to opportunity ones and when we include only the most profitable of them (top quartile of the profits distribution) about half are "look like" opportunity ones. Instead, when we include only the least profitable of them only a 25 percent "look like" opportunity ones.
The last piece of our descriptive analysis is to compare the characteristics of the necessity entrepreneurs that are classified as opportunity ones, based on their characteristics and the species classification technique, with the original self-reported opportunity and necessity ones. Table 8 shows the result of such comparison. Necessity entrepreneurs that are classified as opportunity have weekly profits that are greater than true necessity and lower than true opportunity ones. Both of these mean differences are statistically significant at 5 percent.
Mean weekly sales are also significantly higher for incorrect necessity entrepreneurs compared to true necessity ones, but the difference is very small and not statistically significant when comparing them with true opportunity ones. Incorrectly classified necessity women are younger than the other groups, and their businesses are also younger. These differences are statistically significant and much larger when comparing them with true necessity women.
On average, necessity entrepreneurs classified as opportunity have higher CBP score than the two other groups, which implies that they manage their businesses better even compared with true opportunity women. These entrepreneurs also have higher mean digit span tests and more years of schooling than the two other groups. The same holds for several measures of non-cognitive abilities, like locus of control, impulsiveness, self-confidence, willingness to take risks, self-satisfaction, optimism and attitude towards growth, many of which are positively correlated with profits. For all these measures of management, cognitive and non-cognitive abilities, necessity entrepreneurs classified as opportunity do better than both true necessity and opportunity ones, and the differences seem to be larger relative to the first group. In conclusion, the descriptive analysis suggests that necessity and opportunity entrepreneurs differ in key characteristics and abilities, but some among those starting their business out of necessity resemble their more able opportunity counterparts.
Instrumental Variable Approach
Opportunity entrepreneurs seem to perform better than necessity entrepreneurs. In order to analyze if the difference is driven mainly by the observable characteristics of the firm and the entrepreneur discussed until now, we estimate the following linear regression:
Where y it represents a measure of performance -self-reported weekly profits and standardized CBP score. The variable opportunity is a dummy variable that takes the value of 1 when the female micro-entrepreneur self-reported that she started her business because (i)
she wanted to become independent, (ii) because she had money and found a good business opportunity or (iii) because she wanted to practice her profession and 0 if she opened because she needed (see section 2, for further detail). The control variables used in this regression, X it , contain the set of variables classified as (i) business practices (ii) characteristics of the business and the entrepreneur, (iii) cognitive skills, and (iv) non-cognitive skills. Robust standard errors are estimated for this equation.
Column 1 of Table 10 in the appendix shows that the opportunity measure presents a considerable and significant correlation with weekly profits, and this correlation is greater than any observable cognitive and non-cognitive skilled considered. Similar results are observed considering the standardized CBP score.
The opportunity measure is correlated with unobservable characteristics of the entrepreneur that encourages the individual to act whenever she observes an opportunity. Social networks or self-motivation are some examples for these unobservables. However, we want to consider the degree in which other circumstances unrelated to their individual treats and enhances a good opportunity affect their firms performance in the future.
We instrument opportunity with the interaction between the years in which the entrepreneur opened her business and the GDP growth observed in the state and time (year) in which she opened it. Since our sample registers profits and management performance observed during 2014, our assumption is that GDP growth at time when the business was set up is exogenous to profits (and management performance) various years later and only influences them through the choice of starting a business out of necessity or opportunity.
By using a two-stage least square (2SLS) estimation strategy we estimate the effect of having a good opportunity when an individual opened a business on future performance, isolating this effect from individual abilities or social conditions. The first stage of our 2SLS estimation can be represented in the following way:
where GDP growth t 0 represents the GDP growth observed in state s where the entrepreneur i lives and she decides to open her business at time t 0 . Analyzing the CBP score in Table 11 we can see that opportunity is a variable that positively affects the managerial skills. If we instrument the variable opportunity (see Column 2, Table 11 ) the estimates establish that managerial skills increase 3.3 times whenever there is a good economic opportunity that the entrepreneur faces in the environment. This result is robust even after controlling for cognitive and non-cognitive skills. In addition, this table
shows that memory measured through the digit span test and non-cognitive skills as the inclination to take risk and be self-satisfy are important factors that determine managerial performance.
Factors that enhance good opportunities for individuals seem to be positively affecting profits and managerial skills independent of their personal traits. It is possible that considering the local average treatment effects (LATE), the women entrepreneurs that are responding to these economic conditions are the ones who are generating these considerable effects. However, these results show that economic conditions matter for future performance.
Entrepreneurship programs are increasingly common in many countries. Among these programs, those targeting female entrepreneurs are especially important given the emerging evidence that businesses led by women face specific obstacles. However, a key finding of previous studies analyzing the characteristics of entrepreneurs is the substantial heterogeneity among them, even within narrowly defined groups. Further, given the large number of microentrepreneurs in developing countries, a major challenge for policy makers is understanding the key drivers of such heterogeneity in order to improve the targeting and design of support programs.
Relying on a unique dataset covering a wide array of characteristics, including cognitive, non-cognitive skills and managerial practices, for 10,000 female entrepreneurs in Mexico, in this paper we focus on a specific element differentiating female entrepreneurs: being an opportunity versus a necessity one. We document significant differences on many dimensions between these two groups, most importantly in terms of profitability, management, cognitive and non-cognitive skills. At the same time, we show that within the group of necessity entrepreneurs, about a third of them look like opportunity ones, according to their observable characteristics. Given that the definition of opportunity (necessity) entrepreneur is clearly endogenous, in addition to the descriptive analysis, we use an instrumental variable approach to identify the causal effect of being opportunity versus necessity on profitability and management performance. We instrument being an opportunity entrepreneur with the state GDP growth in the same year that her business was set up. Our results confirm that businesses led by opportunity entrepreneurs are significantly more profitable and better managed than those led by necessity ones.
These results have important implications for policy makers interested in developing successful programs for supporting female entrepreneurs. First, they suggest that, in general, entrepreneurs who started their business because of necessity are characterized by low profitability and weak management of their companies. For this type of entrepreneurs, programs helping them to improve their prospects for salaried employment may be more beneficial than keeping them in their self-employment status. However, our results also suggest that some entrepreneurs among necessity ones resemble their opportunity counterparts. Identifying this subgroup and targeting programs to them could certainly improve their profitability. Finally, our results suggest that facing a positive shock that affects the probability of becoming an opportunity entrepreneur has long-lasting effects in the firm performance. Observations for businesses with more than 5 workers (including entrepreneur) are excluded from the sample For all business outcome variables, except for CBP score, the descriptives are calculated removing observations above the 99th percentile of each variable For all variables that are not business outcomes, the sample for calculating descriptive statistics excludes observations above the 99th percentile of daily profits Standard errors in brackets * p < 0.1, * * p < 0.05, * * * p < 0.01
